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Psychology of Management:
Why Should the Building Official Care?

WILL CREW - JEFF JANES
CITY OF STOCKTON - CITY OF SONORA
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What is Psychology?

Merriam-Webster Definition

Psychology: the science of mind and behavior; the mental or behavioral
characteristics of an individual or group; the study of mind and behavior in
relation to a particular field of knowledge or activity

Indeed: “Organizational behavior management is a theory that seeks
to understand the behavior of individuals, teams and overall companies or
organizations as a way of increasing productivity and encouraging a
positive work culture.”



https://www.indeed.com/career-advice/career-development/organizational-management-behavior
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What is Management?

Merriam-Webster Definition

Management: the act or art of managing: the conduction or supervising of
something (such as a business)

Management is how businesses(organizations, departments, workgroups, etc.)
organize and direct workflow, operations, and employees to meet an
organization’s goals. The primary goal of management is to create an
environment that lets employees work efficiently and productively.
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Why did you become a building official?

*Code/construction/engineering knowledge
*Natural progression of your career/longevity
*Leadership inclination

Expert level technical knowledge or longevity does not make a
great manager of people but often people are promoted into
management roles for this very reason.
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What is your greatest asset?

sTechnology

=Code knowledge and technical resources
=Other

"People?
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How much time do you devote to
understanding your team?

=10 minutes a week
=30 minutes a week
=1 hour a week

*More than an hour
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If people are the greatest asset in our
organizations, why do we spend such
little time trying to understand them?




CALBO TRAINING INSTITUTE ’

“The single greatest advantage any company (or
department, workgroup, etc.) can achieve&(s organizational health.
it is ignored by most leaders even though it is simple, free, and available
to anyone who wants it.”

“I've become absolutely convinced that the seminal difference between
successful companies (insert your own organization) and mediocre or
unsuccessful ones, if anything, has little to do with what they know or

how smart they are; it has everything to do with how healthy they are.”

The Advantage — Patrick Lencioni
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Two requirements for success™

Strategy Minimal Politics
Marketing Minimal Confusion
Finance High Morale
Technology High Productivity

Low Turnover

*The Advantage — Patrick Lencioni
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Who are you?

HSHE ™ (§) > 1" HSY#& %6()*%o+)), Yo#S-
+H&, UMM M I HSYoH & Vo ()* Yo . 1#/0) 1#$ Yo#2) * $-

—"#"_$/501&™""" 3#.#20405(5%#2040$(5%01 1#$'%)&%#36*08&', % 3# .1
2"#'8W*3 ", 4$5"6*#40%$0'/%$"#$% 7)&8%#1%01,090,*#4:/%,0/$013$0
6"#'7 . &U/& " 8&*"*106*'%/'$%) 7%407'%'";.'&0'13'/%$"#$%7)&8/%#%!) &

*The Way of the Shepherd — Kevin Leman, Bill Pentak
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What kind of S.H.A.P.E. is your team in?

Personality Tests

"HSYRIHSY8) +,

-J-0"M2%' ('-$340%12%)*+,

5$67('5$2*8"+9$:1)*+,
<'81"2+=>1$%8&'?>*Vo+" @#12% K HAB 2B 4+, 1%"$*2)+"3
-CDE7AF+G1:+9'81"2+=>:$%& '6%"#*U6#t"1'81"2+=>:$%& HEI1)9%68" &’
JIH$21G'KCA'8L"2+=>:$%& . =H1ESY1&#)>#

F&1"AM"$332'1&B1'. =G$*¥%&1"2N"$332)+"3

C&21=*0'81"2+=>:$%&" =H({'6%$'&" $=G2)*+,
F$==12+9%>'F#:%$B4>2$*'81"2+=>$%& (2BILLPH=: $=$*>1)*+,
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Stockton Community Development

"HSY%08$() Yor+ H$-(YoH
¥ All managers completed the Myers Briggs Type Indicator

¥ How did this change our team dynamics?
O Silo destruction
O Better teamwork
0 Cohesiveness of workgroups
O Better communication and understanding
O Created more empathy
O Overall environmental health improved
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F%\ PROFILE WILLIAM CREW

mbtl. MYERS-BRIGGS TYPE INDICATOR® | STEP ™ INTJ | 2

Your Myers-Briggs® Profile is designed to help you understand
your results on the Myers-Briggs Type Indicator® (MBTI®)
assessment. This assessment identifies which of 16 different
personality types best describes you.

intj

CONCEPTUAL
PLANMER

Your answers to the questions on the MBTI assessment show which
preference in each of four pairs of opposites you favor. Your preferences are
choices between equally valuable and useful qualities. Each preference is

indicated by a letter.




CALBO TRAINING INSTITUTE

THE WAY YOU DIRECT AND RECEIVE ENERGY

roversion
People who prefer Introversion tend to
direct their energy toward their inner world
and get energized by reflecting on their
ideas and experiences.

Extraversior

People who prefer Extraversion tend to
direct their energy toward the outside
world and get energized by interacting with
people and taking action.

ntuition

People who prefer Intuition tend to take
in information by seeing the big picture.
They focus mainly on the patterns and
interrelationships they perceive.

Sensing

People who prefer Sensing tend to take in
information that is real and tangible.

They focus mainly on what they perceive
using the five senses.

Thinking Ty — S— eeling
People who prefer Thinking typically base L w L I People who prefer Feeling typically base
their decisions and conclusions on logic, ] their decisions and conclusions on personal
with accuracy and objective truth i e ‘ and social values, with understanding and
the primary goals. L harmony the primary goals.

Perceiving
People who prefer Perceiving typically
look for more information before coming
to conclusions and take a spontaneous,
flexible approach to the world.

Judging

People who prefer Judging typically
come to conclusions quickly and want to
move on, and take an organized,
planned approach to the world.




CALBO TRAINING INSTITUTE

CLARITY OF YOUR PREFERENCES: INTJ

CLEAR CLEAR MODERATE SLIGHT [AODERATE CLEAR

|
-2 |

PCI RESULTS: INTROVERSION | 13 INTUITION | 1 THINKING | 9 JUDGING | 23

Each of the Myers-Briggs types is characterized by its own interests, values, and unique gifts. Although each individual
tends to use his or her preferences most naturally and most often, keep in mind that everyone can and does use all of the
preferences from time to time, depending on what the situation calls for. For a more complete understanding of the 16

different personality types, refer to the Introduction to Myers-Briggs® Type booklet by Isabel Briggs Myers or to the many
other MBTI resources that are available.
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E§ PROFILE WILLIAM CREW

mbtl- MYERS-BRIGGS TYPE INDICATOR® | STEPI™ INTS | 3

TYPE DESCRIPTION: INTJ

Insightful, conceptual, creative

istj isfj infj Rational, detached, objectively critical

Have a clear vision of future possibilities

ctence; apply high standards to self and others
e —— —————————

; Independent,@ust their own judgment and perception more than those of others
e, — ... <3
estj - esfj nfj ntj ;
Y sfj entj ey Seen as private, reserved, hard to know

Some of these descriptors may not fit you because you are a unique person. Although most INTJs have personality

istp isfp infp < intp
Enjoy complex challenges

estp esfp enfp entp Value knowledge and comp

attributes in common, there are still plenty of individual differences among people who share the same four-letter type.
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MYERS-BRIGGS TYPE INDICATOR®

TYPE DESCRIPTION

William Crew 3

William Crew

N\ /’/ N // \,
i N i N infi D
st < isfi < infj >

\\_\ / \\ / \\\ o

X / A

Cistp > isfp > infp < intp/‘)
N N\, AN ;
N N / R
X X X %
AN N P P
/ N v N
{ estp X esfp>'\ enfp < entp>
NS )«/ N N
o . N /S . ¥ . N\ % s N\
{ @S p 4 X n .4 >
N N A N/ A

Introversion | Intuition | Thinking | Judging

INTJs have original minds and great drive for implementing their
ideas and achieving their goals. They have long-range vision
and quickly find meaningful patterns in external events. They are
independent, skeptical, and critical and have high standards of

competence and performance for themselves and others.

They value health, home, family, and achievement.

INTJs at Work

The boldness of INTJs' Intuition preference may be of immense value in many
fields.

They are excellent long-range planners and often rise to positions of leadership
in groups or organizations.

They want to see their inspirations worked out in practice, applied, and accepted
by the rest of the world.

INTJs drive others almost as hard as they drive themselves.

When necessary, they can focus on the details of a project in order to realize
their vision.

They will take charge, organize a job, and carry it through.

INTJs often value and use confidently their intuitive insights in fields such as
science, engineering, invention, politics, and philosophy.

They are less satisfied in any job that limits or restricts their vision and
innovation.
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Potential Blind Spots for INTJs

. [If INTJs have not developed their Intuition, they may not take in enough
information or may take in only information that fits their inner vision and make
poor decisions as a result.

« Also, they may concentrate so hard on their goal that they fail to look for other
information that might conflict with the goal.

- |If they have not developed their Thinking preference, INTJs may not have
reliable ways of translating their valuable insights into real-world applications.

- | Also, if their Thinking preference is undeveloped, they will be unable to criticize
their inner vision and may not listen to the opinions of others. They will
therefore be unable to shape their inspirations into effective action.,

« | Appreciating others may be hard for INTJs, and they may ignore other people's
values and feelings.
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Knowing the S.H.A.P.E. of you and your

L' Fill blind spots

| Activate strengths

I Increase collaboration

I Create a more fulfilling and exciting working atmosphere
| Stimulate creativity and freedom of thought

| Give greater understanding of where people should fit in the organization.

*The Way of the Shepherd — Kevin Leman, Bill Pentak
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Case Study
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Management Styles

Autocratic

I Centralized decision making

I"#3$%&S$'("
0 Decision-making totally in the hands of managers
0 Encourages managers to share the logic and rationale behind their decisions
0 Helps team members feel more connected to the decision-making process

1&)"#*&+'$)’,
0 While communication is still one-sided, team members are heard and
decisions are made with their wants in mind
O No collaboration between the manager and the team about the decision itself
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Management Styles

Laissez-faire

I Gives team members nearly full autonomy

| Typically only meets with team members if the team requests it
I Only checks in if something went wrong

Visionary
0 !"##$%&'%"(")$*+,-$,-"$).080./$&1" (., +&'#$
0 2"("#,")$+'$")3%.,+'4%,".5$5"56" (#$.6&3,,-"$7.(4"($8+#+&'$&IP,-"$&(4.'+:.,+&'$
0 ;")#$,&$5&,+8.,"$.)$+HL+("$(,-"($,-.'$4+8"$+'#, (3%, +&'#$.6 &30 ./$, .H<#
Delegative
0 = ..4"(#$.)$,".5$5"56"(H&'T/$+',"(.%,$*-""$5." 4" (#$.("$.HH+A'+'4$,-"5$, #<t
0 ;-"$5."4"($*+77$%8&5"$+'$.,$,-"$")$&9S,-"$L(&>"%, ?$("8+"*$,-"$*&(<
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Management Styles

Democratic or participative

| R=.=/)61%34,,=@46=*)%<"*>%*>)"6%*)=HYo#)#@) 6 1%*4%-"1*6" @BY1802623)1Wo
| 07)1%95".%*>)"6%*)=#:1968),/%=.-%3=6))6%-) 7),42#).*

| P.34'6=/)1%36)=*"7"*$%=.-%)#2,4$))%)./=/}#).*%

| R=.=/)61%).34'6=/)%34.*6" @"*"4.1%(64#%=, %*)=#Y%#)#@)61

Consultative
0 T4.1"1%).% $%,44:" [%(46%())- GEBHY*>)"6%*)=#%
0 HE6),$%6H#=1)%-)3"1"4.1%=,4.)%
0 P34'6=/)%34, =@46=*"4 %(64H#%*>)"6%*)=H
Transformative!
0 U1)-%26)-4#" = * $%=H4./%36)=""7)%")=#1%
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Management Styles

"H$%& # (Vo
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Management Styles

= Most have a dominant style.

= Flexibility: change based on the team attributes or individual needs
" Based on today’s workforce:

Which style do you think works more often?

Which one will work the least?
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“meh, good enough”

Mediocrates
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Case Study

You were recently hired by the City of Van Halen to be the Inspection
Coordinator. Previously, you were project manager at a large commercial
construction company, so you have zero experience in code administration.
However, you do have practical construction and management experience. The
CBO is trying to create a more professional environment and it begins and ends
with you. You are now the “manager” of 4 building inspectors with a combined
experience of over 65 years.

What approach would you take with team? What management style would work
best with this group? How do you “win” them over?
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Servant Leadership

“Servant leadership
begins with the
natural feeling that |
one wants to serve, %
to serve first. Then
conscious choice
brings one to aspire
to lead.”

- Robert Greenleaf

Test

"HSHUE' VB (H+,-$%&'S)' (* - ($
12#3'$45)' (6$7("(6$3#('$

1Ok H3H+)6$&*0%&5' (6$*,-$1'%%6' ($*10"
06&'3)'0.)$%H#S1'2#3'$)'(.*,%)8$9500%
06&'$0)%$:(5.50"; - SH7$%& ) #25'%<$1'$
1','75%9%'-$#($*%$0"*) %S, #%$7+(%& ' ($
(5.-8=%

$Robert Greenleaf
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Servant Leadership
"HBY& " ((")(*+ H&"- + /" 0%(.

Are you a natural servant first?

TO THE EAST \

Are YOU 4 Leo? HERMANN HESSE
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Servant Leadership

What are some attributes of a Servant Leader?

¥ "#$%3$&' (umble leaders can be very bold when it comes to their sense of
values, morality, and doing the right thing

*0&+"$,#the practice of placing others before oneself

-—+" & ()level of confidence one individual has in another person’s competence
and his or her willingness to act in a fair, ethical, and predictable manner

¥ /+0%$1/(serve the needs of others

¥ 2%,&/3%34Qtomatically responds to any problem by listening first

K K
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Recap/Next Steps

I 5"$%6)7)89/7%&9':)1"%&"+/
| Healthy beats Smart

¥ ;3<=)'<"+)736)&9N&/T#>,).?21?7*?@7?A7
¥ Personality tests with the leadership team
¥ B,)&9/)+$49&)&<<%,
¥ Read and study management topics
¥ Tailor your communication and management style

¥ *0<$6)#719<$,#

¥ Stop thinking this is “touchy feely stuff”.
¥ &+30/)&<)5/)7)./+073&)2/76/+

¥ Watch the “I's”
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